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WANTED 


Your Canadian Realtor Magazine re- 


quests that you send in any copy that 
you feel may be of national reader 
interest. 


We enjoy receiving copies of speeches, 
human interest stories, anecdotes and 
true instances of unique situations that 







have occurred in your work day. 





We would =!so like to receive your F 
solutions to any problem in the real RESUL i S 
‘estate business, which you believe might 


be of use to other members of your 
Association. 


Sian: do count first 


Canaan Rear TORONTO DAILY STAR 


Toronto 7, Ont. IT’S SO FOR BETTER 
EASY TO DIAL EM 8- 361 RESULTS 
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The Canadian Realtor is the ~~ 
official organ of real estate in 
Canada. It is published monthly 


for the Canadian Association of 
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* “It is well for a man to respect his own vocation, whatever it is, 
; 
onpunsneunmee and to think himself bound to uphold it and to claim for it the ; 
respect it deserves.” — Charles Dickens, ; 
Fe . 
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Regional Vice-Presidents 
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Year after year a mid-western farmer won blue ribbons for his corn. It was 
~ discovered that this farmer had made it a regular practice to share his best seed 


corn with his neighbors. He was asked why he did that . . . “Your neighbors 


all enter corn in competition with you,” they said. Then the farmer replied, 
MAURICE KLINKHAMER - - Cran- 4% “You know that the wind picks up the pollen from ripening corn and blows 
brook, B.C , » : ; as 7 are 
it from field to field. If my neighbor grows inferior corn, cross-pollination will 
R. C. AITKENS - - Boissevain, Man : : . 
GORDON PAGE aie ee steadily degrade the quality of my corn; so, I must help my neighbor to grow 
) C. F. WHYNACHT - - Halifax, N.S % good corn, too.” 
‘ C. W. ROGERS - - - Toronto, Ont : 
MARCEL R. AUDETTE - Montreal If you take a good look around you, you'll note there is some rotten corn 
Quebec 
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JACK S. WALKER - Regina, Sask 


EDITORIAL COMMITTEE 


B. E. Willoughby 
Andrew Hawreliok 


* being grown. Now, fortunately, most of the corn is good, but a little bad corn 
can wreck acres of potentially excellent crops. And this is quite true when 
examined and applied to the Real Estate Business. The Realtor who permits 

* his sales associates to call a Fellow-Realtor and proceed to secure information 
about his listing which he advertises without properly identifying himself, is 

« growing poor corn. 
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NEIGHBOURHOOD AND COMMUNITY . “ 


PLANNING — ON LAND VALUES 


By Prof. V. J. Kostka, M.R.A.I.C., M.T.P.I.C., A.LP., A.G.S, 


forecast 


There are other obstacles. The plan- 
ner’s task is not only to look after the 
present needs of the community, but 
also to make an intelligent forecast 
for the future. This is a hazardous 
operation. It is, for example, possible 
to say how land will be used, but it is 
impossible to forecast how much of it 
and when. 


The planner can do only as much 
planning as the peonle desire. The 
objective of city planning, namely, the 
achievement of a better community in 
which to live, has not aroused public 
interest. “To the average Canadian,” 
according to Anthony Adamson, “hu- 
man betterment arises from more 
money and less work. If town plan- 
ners don’t make it easier for him to 
do that, then he does not live any 
‘better’ and as a result, town planning 
is for the birds.” 


inferior fringe 

Another difficulty is the impossi- 
bility of controlling the fringe areas 
beyond the city limits. Here, in the 
unincorporated areas, new slums in 
the form of inferior housing develop- 
ments spring up in the absence of zon- 
ing and building regulations. When 
enough of such “shack communities” 
develop, incorporation takes place. 
The new municipality thus established 
not only suffers from a pathetically 
low tax base but also needs an enor- 
mous amount of services. 


City planning is often confused 
with economic planning and labelled 
as “socialism.” As a control of the 
use of the land, city planning is not 





Mr. Kostka is associate pro- 
fessor of Community Planning, 
School of Architecture, Uni- 
versity of Manitoba. 


relished by an average property 
owner. The ingrained, popular belief 
that the owner may do with his prop- 
erty as he desires is difficult to change. 
Does every property owner realize the 
social obligation of property owner- 
ship? Planners are often regarded as 
theoretical, visionary, and unrealistic. 
One author has said that... “planning 
leads to grave disturbance and dis- 
content of mind in the persons con- 
cerned, a fact of which the planners 
are well aware and which they at- 
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tempt to overcome by stimulating the 
pseudo-will to an inflated enthusiasm 
which for a time effectively seals off 
the intelligence from the part affected, 
and enables the individual to co- 
operate, with an appearance of inno- 
cent approval, in the most vicious and 
insane behaviour: e.g., dispossessing, 
evicting, restricting and frustrating 
the will and action of other people 
through the application of compulsion, 
or threats of compulsion, in every 
possible way.” 


“earth its due” 


The same author does not find it 
inappropriate to call the planners “a 
sort of international freemasonry” 
that aims at one thing, namely, “the 
permanent overlordship of the plan- 
ners over the wills, the behaviour, and 
the lives of the planned.” The author 
finds consolation only in eternal jus- 
tice and has the following to say: 
“Fortunately there is waiting for 
every planner the further solitude of 
the grave, soon to give place to the 
plentiful companionship of the earth; 
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Be oe are pte ei ae 


and though most of them seem to tr: 
to escape this by being cremated a: 
rendered, quite appropriately, in 
gas, a little sooner than is strict b 
necessary, they cannot thereby esca: 

their personal responsibility to giv. 
back to the earth its due.” : 


This sounds like we’re being t 
hard on the poor planner. I wow 
say that a planner is more or less i 
idealist, and according to the def: 
tion of Henry Ford, an idealist is 
person who helps other people to 
prosperous. a 

When reading planning literatu 
one comes across strange wo! 
such as “citrification”, “connected + 
banity,” “organic design,” “free fi 
ing space,” and others (express: 
which I do not understand). Jan a 
Thurber, in his latest book ca! ‘ 
“Alarms and Diversions” coins so: 
strange words but unlike the planne: 
he defines them. I am going to qu 
for you three such words as a com) 
sation for the lack of jokes in 
speech: ; 


“BUSSGRANITE”. Literally, a_ ste’ 
kisser; a man who persists in try 
to win the favor or attention of « 
indifferent, or capricious women. - 
to be confused with snatchkiss, , 
kitchen lover. 


- 


mS 


“BLISSGRAVE”. Ag.d by 
Also, sometimes, discouraged by " 
lock, or by the institution of marr 


marrie 


“TOSSGRAVEL”. 1. A male human > 
who tosses gravel, usually at " 
at the window of a female h* ' 
being’s bedroom, usually that ’ 
young virgin; hence, a lover, @ " : C 
sweetheart, and an eloper. 2. On: 
is suspected by the father of a d 
ter of planning an elopement 
her, a grablass. 
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Rome 


I may add that Thurber thought up 
these words for the purpose of beating 
the tough guy Mitchell in a word 
game called Super-ghosts. They ap- 
pear on page 306 in the book. 


compromise planning 

I have mentioned factors and atti- 
tudes that impede comprehensive city 
planning. In view of these it is not 
surprising to find that the nature of 
Canadian city planning legisiation is 
permissive and not compulsory. It 
means that the city may plan if the 
inhabitants so desire. It is true that 
practically all large Canadian cities 
and a number of smaller ones have 
established city planning. The amount 
of planning which is being done, how- 
ever, represents a compromise be- 
tween reason and political pressure, or 
public attitude. 


This compromise reduces city plan- 
ning to such routine measures as 
zoning, subdivision control, trafiic 
regulation, the provision of schools, 
services, and communications. The 
manner in which these measures are 
afministered to the city organism is 
piecemeal. There are also some incon- 
sistencies. Zoning, for example, is 
generally understood to be a protection 
of residential land values and a safe- 
guard against anything that is in- 
jurious to healthful living. Yet a 





interest in residential and civic design 
and have shut themselves within the 
confines of the individual building. 
This attitude, I suppose, makes them 
less frustrated and more prosperous 
since there is a recognized scale of 
fees for individual buildings, whereas, 
no such scale exists for subdivisions, 
neighborhood planning, or civic de- 
sign. 


This is too bad because the aesthetic 
side of residential planning will al- 
ways be of utmost importance, no 
matter what theory of neighborhood 
planning may finally be agreed upon. 
What is also unfortunate is the fact 
that while the controversy about 
the neighborhood continues,, Suburbia 
grows bigger and bigger every year. 
Many articles have been written about 
Suburbia and some of you have no 
doubt had personal experience with 
this evil. It may, therefore, be suffi- 
cient to say that Suburbia is socially 
inadequate and architecturally offen- 
sive. 


neighborhood defined 


I venture to define a neighborhood 
as a social, economic, and architec- 
tural unit which is planned in advance 
and then built according to plan. It 
may be planned as one large subdivi- 
sion, or as a series of properly inte- 


grated smaller subdivisions. The social 





SUBURBIA —- 


IS SOCIALLY INADEQUATE AND 
ARCHITECTURALLY OFFENSIVE 





perusal of a usual zoning ordinance 
reveals that the areas with the lowest 
population density in the outskirts 
receive far more benefit from zoning 
than those with the highest density 
around the center of the city. This 
inequality is socially undesirable. It 
is also responsible for the deteriora- 
tion of some of the real est2e‘> in cen- 
tral areas of the city. 


neighborhood planning 


The final part of my topic is neigh- 
borhood planning. What a neighbor- 
hood should and should not be is still 
.. being debated on a theoretical basis 
by planners and social scientists. The 
architects as a profession have not 
contributed significantly to this con- 
troversial issue. They have lost 
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aspect calls for the provision of 
churches and schools, and of other 
facilities for human contact, pursuit 
of hobbies and recreation. Kinder- 
gartens, nurseries, a community cen- 
ter, a playground and a park are 
therefore needed. 

The economic aspect calls for a 
population density sufficiently large to 
support the social and the other con- 
veniences of living. The architectural 
aspect calls for a design. ‘This re- 
quirement can perhaps be best illus- 
trated by an example. 


The plan that you might visualize 
is the design of a neighborhood lo- 
cated in a small town in Western 
Canada. The greater part of the plan 
has now been implemented, and the 
neighborhood covers three quarters of 





a section of land. The developer hesi- 
tated to buy the remaining quarter 
section, thinking that he would not 
need it. Perhaps he should have 
bought it, because, in the meantime, 
the market price of this land has gone 
sharply up. This drawing which was 
once a plan is now a map. 

You will say that in the center of 
the neighborhood is a fair-sized piece 
of open space used for a school, a 
playground, and a park. This open 
space represents 10% of the total land 
area. The developer agreed to this 
percentage only after hesitation, and I 
presume, after some heart bleeding. 
Yet 10% should be a minimum stan- 
dard of open space. In the absence of 
enforceable standards the developer 
usually tries to give less than this 
amount or he designates any waste 
or unusable land as open space. 

In the human body the size of blood 
arteries varies according to their posi- 
tion and function. The layout of the 
street system in a planned neighbor- 
hood should be based on the same 
principle. The idea was followed in 
this design. Heavy traffic is chan- 
nelled along arterial highways which 
form the boundaries of the area. 
Within the neighborhood the streets 
of varying width and design carry 
local traffic only. Of these 
some function as collectors. They are 
those that carry the largest volume of 
local traffic. Their width is 80’. Next 
come major residential streets, 60’ 
wide, and finally, there are minor resi- 
dential streets 50’ wide. The purpose 
of this arrangement is to provide 
quiet and privacy for the dwellings. 

’ These various kinds of streets form 
a circulation system that should 
answer the needs of the planned area. 
The design of such a system finds its 
inspiration in the lay-of-the-land. A 
street system which is well adjusted 
to the terrain should facilitate surface 
improvements, i.e., grading and drain- 
age, and also the layout and location 
of utility lines. It should also enhance 
the safety of traffic movements. 


streets 


One of the most important aspects 
of neighborhood design is the aesthetic 
quality expressed as a good architec- 
tural composition. Such a composi- 
tion will evolve around the following 
component part of universal appeal to 
a normal human being: 


landscape and its elements, 
outlook, and 
the grouping of buildings. 


These are the rudiments that have 
survived the test of time. Unfor- 


tunately, the land foi which this de- 
sign was made is a bald prairie and 
there was very little to exploit by way 
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of natural amenities. When, however, 
the site offers elements of the natural 
order the design should capitalize on 
such assets. The service performed 
by plants in uniting buildings and the 
land on which they are situated is 
vital in the design of a neighborhood. 
By skilful buildings, 
trees and shrubs, architectural forms 
may be so related to the landscape as 
to produce a harmonious grouping the 
outlines of which emerge gracefully 
from the surrounding terrain. 


integration of 


As far as grouping of buildings is 
concerned, single-family dwellings by 
themselves do not interesting 
compositions, particularly, if the 
sameness of the buildings is accom- 
panied by the generally squatted char- 
acter of the popular bungalows. In 
order to achieve some interest, the 
designer tries to arrest the view along 
the street at some focal point at its 
end. When this is not done, an infinite 
view along the street obtains and the 
impression is dull and monotonous. 
Any naturally interesting feature, 
whether houses, trees or a building 
may serve as a Suitable focus. In this 
neighborhood the views along most 
streets were arrested by the employ- 
ment of “T”’ street junctions. 

In addition, some streets were 
curved. In a curved street an ever- 
changing but limited view is provided. 
One must, of course, avoid the repe- 
tition of the same design device. For 


make 





















PROFESSOR 
RAPS 
BIASED 
LITERATURE 


Professor Clark, a suburbanite himself 
( Agincourt, Ont.), is quoted by the Cana- 
dian Press as saying “Whereas, a genera- 
tion ago, it was the big city which was 
seized upon as symptomatic of the sickness 
of our society, today it is the suburbs.” 

In a brief handed to the committee of the Royal Architectural Institute of 
Canada, the irate professor is reported to have said "Not a single one of the 
stereotypes identifiable in the literature on suburban society can be dis- 
covered as having any basis of fact in the great mass of suburban residential 
areas which have grown up (near Toronto) in the last six or seven years.” 


He claims that most of those now living in suburbia have left depressed 


. and these people were excited by the fact of home 
ownership and were taking terribly serious, their responsibilities as parents. 


downtown areas . . 


Professor Clark admits that in a great many instances, young people who 
have left depressed areas moved into new homes little better than shacks. 
He describes these communities as blobs on the landscape, but adds that 
the sociologist cannot escape asking the question would these people have 
been better off had they remained in the city, “even if subsidized housing 


bad been found for them.” 


Professor S. D. Clark of the University 
of Toronto Political Science Department 
is annoyed at those responsible for creat- 
ing bias against suburban living. 


example, a curving street imposed 
mechanically can be exceedingly dull. 
In the curving of the streets we must 
take care that we are beautifying 
construction and not making an at- 
tempt to construct beauty. 


I believe that in a neighborhood 
one should find at least a few intimate 
groups of homes featuring a green 
space with houses arranged around it. 
A cluster of trees worthy of preserva- 
tion will suggest itself as an attrac- 
tive location for such a group — the 
chief attraction of which is seclusion 
and privacy. On prairie sites, incor- 
poration of these irregular house for- 
mations into residential developments 
compensates for lack of unusual 
natural amenities. The view across a 
green provides an excellent outlook 
from the dwellings. This and other 
obvious advantages to be gained from 
such locations are definite marketable 
assets, and are likely to offset in- 
creased prices of the houses owing to 
siting on only one side of the street. 


appraisal of lots 

Now a few remarks about the ap- 
praisal of the lots may be in order. 
The width of the lot is, of course, the 
most expensive factor. It costs about 
ten times as much to increase the 


width of a lot, say, by one foot as to 
add one foot to its depth. Triangular 
or oddly shaped lots and those with 
acute angles, broken 


boundaries or 


jags are not appropriate for small or 
medium size houses, nor are square 
lots particularly satisfactory. It is 
difficult to say what is a desirable lot 
width. I do not think that it is right 
to generalize in this matter since a 
great deal depends on the location of 
the lot and on the attractions that it 
may offer to the home buyer. In view 
of this, lots in relatively poor locations 
may be only 50’ wide. This I conside 
a minimum width. Lots in choice loca- 
tions and with other advantages may 
well be 75’ wide or even wider. Since 
this design was made for a_ small 
town, the minimum width was _ set 
at 55’. 

For the purpose of putting a price 
tag on the lot, an appraiser will group 
the lots into categories. The designe 
may help the appraiser to a degree by 
designating certain lots as excellent. 
others as very good, good, and fair. 
The designer will, of course, show no 
lots as poor. With a sound knowledge 
of the local real estate market, the 
appraiser must then estimate the 
social strata from which potential 
buyers are to be attracted; he must 
also visualize the type of houses likely 
to be built on the lots. The whole pro- 
cedure is an intelligent forecast of 
development probabilities rather than 
an appraisal of the land itseitf. 


conclusion 
Now we have looked at each of 


three items of the topic, namely, land 
value, city planning and neighborhood 
planning. What shall we say, in con- 
clusion, are the effects of city 
and neighborhood planning on land 
values? First of all land value should 
be looked upon in both social and 
economic terms. We have erred by 
building cities as mere agglomerations 
of buildings. But buildings alone do 
not make cities, and the purpose of 
city and neighborhood planning is to 
achieve not only economic but also 
social betterment. 





®@ A man will come to less harm by over- 
working than by overplaying. 


MARSHALL LEES 


Agencies Ltd. 
Real Estate & Insurance 
Specializing in Commercial & | 
Industrial Properties. 


Members of all 
Real Estate Boards 


Phone 2334 — 5547 
Hornstrom Bldg. 
Red Deer Alberta 























a 


HON. FAIRCLOUGH 
ADDRESSES BOARD 


J 


Earlier this year the Honourable Ellen L. Fairclough, 
Minister of Citizenship and Immigration, addressed mem- 
bers of the Winnipeg Real Estate Board. 


We quote excerpts from Mrs. Fairclough’s address: 


— 1960 will see Canada welcome the 2,000,000th immi- 
grant since the end of World War II. Over three-quarters 
are in the highly productive working ages between 20 
and 44. 


These people are sorely needed. They helped build 
Kitimat and tame the wilds of B.C.; to erect defence lines 
of the far north and to carve the iron town of Scheffer- 
ville out of the Quebec bush. Wherever frontiers were 
opening, the immigrants were there. I think they will 
always be there as we break through new horizons. 


— Canada should continue to absorb as many immi- 
grants as possible. If they are admitted at a gradual and 
controlled rate, they will help gear the economy to absorb, 


--lmmigrants alone pay approximately $200 millions 
yearly in direct taxation. Of thrifty nature, the average 
immigrant soon saves enough to buy a home or farm. 


— Immigrants are industrious. Their first year revenue 
averaged $1,074. By the time the person is in Canada six 
years, his yearly earnings climb to $3,178. 


— The average family earning is slightly less than 
$5,000 after the sixth year from arrival. This places the 
family in the position to buy the amenities, which in turn 
bolster our economy. This is particularly true of the 
younger immigrant who appears to have a much greater 
potential as a consumer than Canadians in a similar 
position. 


EDITORIAL — 


Continued from page 3 


The sales-associate who tells the property owner that 
“it is too bad he listed it with so-and-so, because we have 
clients with all cash waiting to buy property like yours,” 
is growing rotten corn. The sales-associate who deliber- 
ately take steps to secure a listing contact from an owner 
who has already listed it on an exclusive basis with a 
fellow-Realtor, is growing lousy corn. 


When one person does things like these, he hurts you. 


€ without disruption, the post-war children as they enter He hurts the whole Real Estate Sornen. When Charles 
l en tahoe ones in tee Gant tee wones. Van Doren repeatedly cheated for a “mess of potage”, 
t q and then twice committed perjury, it seems to us that he 
uf — To answer those who are critical of the displacement degraded every citizen of this nation just a little, because 
ies of native-born workers by immigrants, may I say that the winds picked up the pollen from the rotten corn he 
of experience disproves this. planted and grew. Victor Hugo was right when he said: 
- ili + ee ie okies. t “There is no such thing as a little country. The greatness 
ee ee, ee ee See. ene Seer of a people is no more determined by their number, than 
be fully a by the domestic labour pool. As an example, the greatness of a man is determined by his height.” So, 
~ from 1950 to 1958 our Universities only qraduates 1,037 in applying this truth to our own Board, let us remember 
of ( - _— . ° —— a a — that our influence for good in our Community, in our 
al , deta = Uae 7 = State and Nation, is in direct proportion to the “kind of 
al & F corn” each individual grows! 
a i Other professions are also needed to fill our shortages. We hear of Realtors who keep Deposit Money upon 
‘ity j We have had to invite 6,105 teachers and professors to slight provocation. As we listen to their tale we wonder 
and { Canada. We’ve had to attempt to replace 10,000 nurses just whom they think they are serving. There may be 
uid } who emigrated to the United States since 1950. Our hos- rare cases when such action is justified, but in quite a 
and i ; pitals are still desperately short of this skilled help. number of years in observing real estate transactions, we 
by ? : fc have never seen an instance where the forfeiture of 
ions 4 : Many Europeans have made 2 success of their careers earnest money ever made a friend for the realtor. Even 
. a in Canada. Thomas Bata, the Czech shoemaker now has ' eee ary 
2 d : : Die , when such action appears to be justified, there remains 
e of ® complete town walt around his sanii-eition dolla grave doubt if the amount of money involved is worth 
a plant. Three Austrians founded Canadian Forest Prod- the price of losing a cliewt, a customer, a friend 
a ucts Ltd. which employs well over 1,000 people. A Dutch ’ ' aie 
sail family called Bick now employ some 140 who produce a Let’s plant good corn. Let each Realtor and his Sales- 
million cases of pickles each year. Leon Koerner, the associates treat both his clients and his competitor so 
a Czech lumberman used his talents to build one of the neighborly, that the “wind-carrying-pollen” will produce 
over- largest lumber companies in Canada. Using the previously “blue ribbon” corn and thus make for us all, rich and 
‘ ignored but very abundant B.C. hemlock, his company satisfying harvests. 
—. created a brand new product — Alaska Pine. Mr. Koer- 
ota ner has some 4,500 people of various skills employed in 
! his companies. CAREB PRESIDENT 
—In 1959 the settlement division of the Immigration 
Department helped 1,750 immigrants to buy 1,612 small TO VISIT WASHINGTON 
| businesses. These provided livelihood for 6,518 people. Washes, its: wih be the sieee ot Ce Me deed 
—In 1959 Immigrants purchased 876 farms and rented Convention of the Society of Residential Appraisers. The 
145. Agricultural achievements are badly required in silver anniversary conference will be held at the Statler 
Canada and our new citizens help immensely. Hilton April 11th and 12th. 
Several Canadians will be honoured, including James 
{ — By 1959 eleven per cent of all male immigrants were Lowden, President of CAREB and Senior Member and 





in the professions. This is opposed to only eight per cent 
for all men in Canada. 
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Past President of the Society’s Montreal and Winnipeg 
Chapters. 
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KITCHENER-WATERLOO BOARD installed its 1960 executive 
during the annual ladies’ night in January. Reading left to 
right (back row): Chris Bettendorf, Lloyd Long, Robert Schnurr, 
Leroy Hoppe, Wm. G. Caton, Past President; Wilfred L. Bitzer 
and Stephen Matlock 


Front row: Mrs. Shirley Bower, Executive Secretory: Lester 
Brox, Vice-President; Miss Margaret Meindl, President; Harold 


Alexander, Secretary and Stephen Ringwald, Treasurer 


SOUTH PEEL 
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SOUTH PEEL EXECUTIVE — Seated are: Shef Cassan, 1960 
President and Mrs. Patricia Brookes, Secretary. Standing, left 
to right: Past-President, John Roberts; W. Brayman, Director; 
F. Thompson, Secretary-Treasurer; J. J. Plaus, Vice-President; 
Frederic Price, Director; A. Spriggs, Director; Ron Sanderson, 
O.A.R.E.B. Regional Director, and F. Leavers, Director. 
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IN THE NEWS 


TORONTO — Clifford W. Rogers, immediate past- 
president of the Ontario Association of Real Estate 
Boards says that Realtors must add their experience t 
that of other businessmen in shaping future Canadian 
Communities. 


* * * 


VANCOUVER — The Vancouver Real Estate Board 
has voted to buy the Canadian National Institute for th: 
Blind headquarters at Broadway and Spruce Streets. Th: 
two-storey building has a price of $150,000. Anothe: 
$75,000 will be spent for renovations after which the 
Vancouver board will move in. ° 


* * * 


TORONTO — Toronto Real Estate Board member: 


shook their heads in amazement at an ambiguous state- 


ment uttered by an American Real Estate man wh 
claimed that “within twenty years all property sold i: 
Canada will be on a national rather than a local basis.’ 

John C. Tysen of New York, president of Previews Inc 
told a luncheon meeting that the trend is moving toward 
this. 


TORONTO — “Although there are no definite plan; 
made by any Canadian Realtor to visit Russia this yea 
— some may take this side trip,” says H. W. Follow 
Executive-Secretary of the Canadian Association of Rea 
Estate Boards. Mr. Follows made his remarks to a repo 
ter who queried him about the intended visit to tha 
country by a group of American Realtors. The gentlem 
will take this post-convention trip following the 1l: 
Annual congress of the International Real Estate Fed 
tion, to be held in Salzburg, Austria, June 18-22. 

Mr. Bert Katz, vice-president of CAREB and inte 
national vice-president of the IREF will head the Can: 
dian delegation to the congress. 


* * * 


OTTAWA—H. E. Langford, president of Charter 
Trust, told an annual meeting “it is confusing to lea 
that the federal government is preparing to increa 
various building loans. The funds which the governme 
lends are borrowed from the public at the present hi 
rates of interest.” 


He adds, “I would venture to estimate that if the cos 
of this borrowing and of mortgage administration we 
deducted by Central Mortgage and Housing Corporat. 
we might learn that the operation was being conducted 
a loss to the taxpayers of Canada. This loss would 
justified if it were done solely for slum clearance or so: 
other recognized area of government housing activit) 








—FLH. Toller 


We will buy, or cause to be built, on lease-back basis, income producing property from coast-to-coast 


COMMONWEALTH BUILDING 


PRINCIPAL 


OTTAWA 


REALTOR 
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LEGAL NOTES 
BY J. L. REID 
A graduate of Osgoode Holl, Mr. 


Reid is senior 


member of Reid, McNaughton & Martin, Barristers and 


solicitors, St. Catharines, Ontario. 
of the City of St. Catharines. 


He is also alderman 


Whether an agent is entitled to a commission or not is 
dependent in each case upon the express terms of the 
particular contract of the vendor with the agent. Recovery 
then sometimes depends on the grammatical structure of 
a sentence. 

Earlier commission agreements provided for payment of 
a commission on obtaining a purchaser. The courts have 
held that an agent is not entitled to commission until he 
has a purchaser, ready, willing and able to consummate 
a sale on the day fixed for closing. 

Later commission agreements then provided for pay- 
ment of commission for having “procured this offer”. The 
Agreement of Purchase and Sale as adopted by the 
Ontario Association of Real Estate Boards was considered 
recently by the Court of Appeal for the Province of 
Ontario. 

The terms of the employment of the agent therein are 
as follows: 


“T agree to pay the Agent a commission of 312% of 
the sales price for having procured this Offer, said 
commission to be deducted from the deposit, and I 
irrevocably instruct my Solicitor to pay direct to the 
said Agent, any unpaid balance of commission from 
the proceeds of the sale and further instruct the agents 
to remit any balance of monies to my Solicitor herein.” 


A RECENT CASE 


The deposit was a worthless cheque. The deal did not 
close, and therefore there were no proceeds of sale. The 


agent sued for commission for having “procured this offer” 


and argued that the words following “for having procured 
this offer” were words more‘of direction and authority, 
rather than words of limitation. 

It was held by the Court that there was no fund to 
which the agent could look for his compensation, there was 
no deposit fund and no proceeds of sale. The action was 
therefore dismissed. If the sentence structure had been 
different and there had been a period following the words 
“procuring this offer”, the result may have been different. 


* * * 


HUMOUR 


@ A tailor took a friend down to see a new shop that he 
had rented in a fashionable district. On the way they 
passed a shop with a sign in the window which read 
“Here is the best tailor in the city.” Farther down the 
street they came to another shop with a sign claiming 
“We're the best tailors in the world.” 


The tailor and his companion finally arrived at his new 
shop. The friend turned to the tailor and said “What are 
you going to do about this horrible competition?” 

“Simple” said the tailor pulling a sign off his counter 


and placing it in the window. The card read “The best 
tailor on this street.” 
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HOW TO COMBAT THOSE 
WHO SELL DIRECT 


Returns from a survey among a random sampling of 
Brokers across the state convinced a certain American 
newspaper that homeowners are becoming increasingly 
aware of direct sales. The Minneapolis Star and Tribune 
turned up this statistic: An average of 211 one-family 
homes per week are advertised for sale by private owners. 

Prentice-Hall Inc., American Book Publishers, who re- 
port this trend say: “What does this mean to brokers? 
Just this. Unless you take steps to halt this sell-it-your- 
self trend you can expect even more competition from 
follow-the-leader home sellers. ‘“Remember” Prentice-Hall 
says “if real estate brokers had only one-half of the 
homes privately advertised in the Minneapolis paper, 
their commissions would have amounted to over $100,000 
in one week.” 


Why homeowners do not use a broker 

Of some 200 homeowners who advertised privately, 
28% had previously listed with a broker. Because their 
homes had remained unsold for what they termed un- 
reasonable lengths of time, they joined the ranks of the 
sell-it-yourselfers. They claimed that they were ignored, 
in many instances, by brokers after the house had been 
listed. They were kept in the dark as to the progres: 
made by the listing broker or salesman. 


Prentice-Hall lists a few “musts” for each lister: 


Win the confidence of your present clients, so if need be 
they’ll renew their present listings with you. 
@ When you get a listing, write the owner a thank-you 
letter. People like to know their business is appreciated. 
© When you advertise, paste a copy of the ad on a post- 
card and mail it to the owner. It lets him know you're 
on the job trying to sell his home. 
© Show the owner you want his patronage. Call him 
before you bring out a prospect to see the house. This 
gives him a chance to prepare for the visit; and — 
this is important — after you’ve shown the house, call 
the owner and give him the results; he’s anxious to 
know what’s happened. 
Read the real estate classified ads with an eye toward 
contacting the owners of privately-advertised properties. 
The Minneapolis Star’s survey showed that 80% of these 
homes do not sell within 45 days after advertising. Of 
these, about 32% said they intended to list with a broker. 
A personal visit or phone call can bring you your share 
of these listings. 
Advertise for listings. Few brokers do. One fresh idea is 
to head your ad “Property Sold By Ecks Real Estate This 
Week.” At the bottom of the ad, write “May we add your 
property to the list we are working on for next week?” 
Keep in touch with old clients. Many sell-it-yourselfers 
originally bought through a broker. Chances are they 
would have listed with their original broker had he kept 
in touch with them. 
Remember it’s to your advantage to sell homeowners on 
the fact “It Doesn’t Cost But Pays to Sell through a 


Realtor.” 
* cd * 


© Classified Ad in a Los Angeles newspaper — 
“For Sale: used T.V. set, perfect condition. Owner was 
little old lady who only watched Lawrence Welk.” 


@ Sign on tenant house in Greenwich Village: “One room 
apartment for rent. No bath. Suit artist.” 
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The Canadian House market will soon reach its yearly peak of activity. 
Promotion-conscious Realtors should take advantage of this buying spurt 
by using every means at their disposal to attract listings. 


The article following, is printed to give you tips to pass on to your 


potential market. 


This can be in the form of mimeographed, or off-set 


printed direct mail. You have our permission to use all or any part of this 


material. 


You can increase the value of your 
home, make it a healthier, more com- 
fortable place in which to live — and 
keep your pride of ownership up to 
par, too — if you keep it in good work- 
ing order. 

The secret, of course, is regular 
maintenance. You shouldn’t wait until 
something goes wrong to decide it’s 
time to check the old homestead. If 
you do, it will take you longer, cost 
you more to fix it. Learn how to de- 
tect wear early in the game and make 
the necessary repairs—and you'll 
save money, time, bother. 


What follows is a checklist of four 
of the most common household culprits 
and ways to foil them. The best time 
to track down these villains is during 
the warm months, between bad spells 
of weather. 


DOORS 


Doors are heir to many ills. They 
may sag, drag, stick or refuse to lock. 
Often, the answer is simple — loose 
hinges. To find out if this is the 
trouble, open the door, take hold of 
both knobs and pull. If the hinges 
move or rattle, tighten their screws. It 
may be necessary to insert wood plugs 
in the screw holes and use longer 
screws to hold the hinges securely. 


Damp weather sometimes causes a 
door to swell, making it impossible to 
close. The solution here is planing, and 
it’s advisable to remove the door by 
removing the hinge pins rather than 
by unscrewing the hinges. Take care, 
however, not to plane too much. 


Sometimes a doorframe shrinks or 
settles, causing the bolt to hit the 
plate instead of entering the hole in 
the latch. Remedy— note exactly 
where the bolt does strike: too high or 
too low. Take out the screws, remove 
plate and file the opening until it ac- 
commodates the bolt. 


WALLS 


Cracked plaster is the most common 
wall complaint of home owners. There 
are many reasons for it — the house 
may have settled; there may be leaks 
in the roof, walls, or around window 
frames; and unfortunately, poor origi- 
nal workmanship can account for it. 


To be fixed, a crack must be wide 
enough to hold sufficient fresh plaster 
to form a strong bond with the old 
plaster. If it isn’t wide enough, you'll 
have to widen it with a knife. Recom- 
mended minimum width is one quarter 
inch. Brush out all loose plaster and 
sand, then wet the surface thoroughly 
before applying fresh plaster. If you 
don’t, the old plaster may draw out 
the water from the new. As a result, 
the new plaster won't set, but dry out 
and become chalky. 


Press plaster firmly into place and 
be sure to make its surface even with 
its surroundings. Most dime stores sell 
a trowel for only pennies. Plaster can 
be obtained from your neighbourhood 
hardware store. 


Another common wall disorder is 


loose tiles. They can easily be reset. 
Just pry out the tile in question, clean 
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the open space, then recoat the back ¢ 
the old tile with the proper adhes: 

and reset. Use strong tape (decors 
tor’s tape is best) to hold tile in pla 

until the adhesive dries. 


ROOFS 

The most important part of yo" 
house isn’t in it at all. It’s on it. - 
leaky roof can stain walls, crack pla- 
ter, rot wood — make really expensi’ 
repairs necessary. 

Often, it’s difficult to locate a les 
in a roof since water may drib?: 
along a rafter before falling. If you 
attic has no ceiling, however, you c# 
find the holes readily on a bright ds 
Just look for tell-tale cracks or sp" 
of light. To make sure you'll [7 
them from the top of the roof later ¢: 
push locating wires through from 
inside. 


If the villain is a loose asphalt shi! 
gle, apply a little flashing ceme! 
under the center of each tab about ® 
inch above the lower edge and pre> 
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down. Cracked wooden shingles will be 
good as new if you place a strip of 
galvanized (zinc coated) steel under 
them, and attach with galvanized 
roofing nails, 

A small hole in a metal roof can be 
fixed with a drop of solder. A large 
hole may be patched by soldering a 
piece of the same metal over it. Use a 
large soldering iron so enough heat is 
transmitted to cause the solder to flow 
between the patch and the roof. A 
good-size piece of galvanized sheet 
makes a fine patch, and lasts a long 
time. 

Mineral-surfaced ro]] roofings suf- 
fering from minor damages can be re- 
paired with flashing cement. Large 
breaks may be fixed by inserting a 
strip of similar roofing under the 
horizontal seam below the break. Make 
sure to extend the new material at 
least 6 inches beyond the edges of the 
damaged area. 

Gutters and downspouts require 
care, too. Accumulated twigs, leaves 
and birds’ nests should be removed — 
else, they'll stop up the downspout and 
water will back up, flowing over the 
edge. To prevent assorted debris from 
washing into the downspout, place a 
mesh-wire strainer over the gutter 
outlet. Cinders and dirt should be re- 
moved regularly, too. 
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Frieudly suggestions to 
help your Realtor show 
your home to its best 
advantage. 


You can avoid a lot of trouble and 
expense if your gutter and downspout 
are made of galvanized (zinc-coated) 
steel in the first place. The strong 
steel isn’t bothered by the weight of 
ice and snow; heavy rainfall presents 
no problem, and the zinc coating pro- 
tects the steel by acting as a shield 
against the elements and resisting cor- 
rosion via a special electrochemical ac- 
tion. 

If a decorative finish is desired, the 
best paint for zine is metallic zinc 
paint (known as MZP), available in 
neutral gray, red and green. If you 
desire some other color, use a second 
coat of house paint over a primer coat 
of metallic zine paint. 

For the same reasons, when repairs 
include anchoring a loose gutter or 
downspout, fasteners should be gal- 
vanized roofing nails with large flat 
heads and sharp points. 


STAIRS 


Whether your stairs lead to a 
second floor or are just a few steps to 
the front porch, they’re used every 
day —and take a beating. Neglected 
for long, they can become downright 
dangerous. 

Things to check for are loose 
boards, railings and posts. They 
should be repaired immediately. 

Creaking stairs are nearly always 
caused by loose treads. If you can get 
underneath the step, tighten the 
guilty wedges. If you can’t, drive long 
finishing nails at an angle into the 
risers, through the treads (that is, 
through the vertical sections, of 
course). 


All this takes a little effort, true, 
but come next winter, the things you 
take care of now will take care of you, 
or, if you are about to sell, your new 
buyer will be impressed. 


PENTICTON 
GEARS FOR 
CONVENTION 


Penticton, B.C., is gearing up for 
the Annual June convention of the 
British Columbia Association of Real 
Estate Boards. 


The convention, to be held June 
3rd and 4th, will see some 500 dele- 
gates and guests descend on this 
picturesque town of 12,000 at the 
south end of the famed Okanagan 
Valley. 


The City of Penticton, although 
widely known for the excellence of its 
fruit (including the famed Okanagan 
peach which measures some nine 
inches in circumference), is the play- 
ground for thousands of tourists dur- 
ing the summer season. 


The Okanagan-Mainline Board will 
play host to the conference. This 
board is composed of Realtors from 
Penticton, Vernon, Kelowna and 
Kamloops, plus members in_ the 
smaller settlements. 


Frank Saunders, vice-chairman of 
the publicity committee, has written 
us from Penticton. His letter con- 
tains the information that plans are 
well under way to make the two-day 
convention a memorable one. 





FOREGONE CONCLUSION 


Two soldiers were discussing the home 
front while shells whistled around them. 
One soldier turned to the other and said: 
“What is the second thing you're going 
to do when you get home?” 
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THE ESSENTIALS OF 
PROPER FARM LISTINGS 


: Prepared By 
The Canadian Association of Real Estate Boards 


(reprint from the National Institute of Farm Brokers) 
, jea - ~w8 


these modern, fast-changing 
; you 


and have earned the right to become a 
times the watch word of all successful 


farm specialist we should keep our in- 


yu ca i lin iad oe ch a ail Real Estate business is SERVICE. ventory attractively varied. Specializ- 
tday 7y dian Realtors = 52 A lend (you The broker dealing in rural properties ing should be for those who choose it 
spo may purchase lesser quantities at .02c should have a deep realization of rural after experience in the general field. 
| fix 4 each). real estate values and trends as well Today we have many types of buy- 
ter 0: i pox. Write: as of the economic life in his commu- ers—the farmer, the professional 
ym t! 5 é nity and the surrounding areas. The man, the investor, the part-time 
| / Con. Assoc. Real Estate Boards properties we have listed for sale are farmer, the speculator, the developer, 
t shi! 7 109 Merton Street our stock in trade (Inventory) and the individual seeking tax shelter, etc. 
creme! , Toronto 7 unless we have a proper background Continued on page 14 
out 2 
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YOUR ¢ 


When you place an Ad in the classi- 
fied section of your newspaper, how 
many responses do you get? If your 
Ad is worded with some sort of appeal 
you should get at least one. 

What do you do with that call? Try 
and negotiate a sale over the phone, 
and if the customer renages, you 
promptly drop him? Possibly you 
don’t like the telephone manner of 
your caller and you hang up saying 
“To heck with her. She doesn’t sound 
like she wants to buy. I’m not going 
to waste time with her!” 


Sometimes a note of weariness 
does creep into a home buyers voice 
when she calls. 

These certainly may be forgiven for 
this. Goodness knows how many calls 
they have placed before the one to 
you. Goodness knows how badly some 
salesmen have misinterpreted their 
needs, by trying to sell them some- 
thing completely unlike anything they 
want or could afford. 

Many salesmen expect deals to fall 
into their arms, like ripe plums. How 
wrong this feeling is. Selling a house 
(at least 90 percent of the time) 
not just luck. It is anticipation of a 
person’s needs. It’s foreknowledge of 
your listing. It’s an understanding of 
human psychology. It’s an ability to 
interpret desires by pumping the cus- 
tomer slowly and sincerely. It’s by 
saying to yourself, “I have a client 
here and now I have only one purpose. 
I must find them the house THEY 
want.” 

Next time you take a customer out, 
prepare your programme ahead of 
time. Spend some time lining proper- 
ties within the client’s range of price, 
location and style. When you get 
them into your car, don’t speed to the 
property. This sense of urgency 
doesn’t reflect satisfactorily. Don’t 
push your client. Let them feel that 
they can lean on you, rather than you 
giving ‘them the feeling that you are 
on- the other side. You are not you 
know. When showing a house you are 
your home shopper’s right hand man. 
‘This feeling must roll out from you 
naturally and without forced remarks 
aimed at making them aware that you 
are. : 
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Did you ever walk into a store to 
be confronted by a salesman who 
simply oozes ingratiating fellowship? 
What is your feeling? Cynicism I bet. 
You can detect the artificial atmos- 
phere immediately. If this is so, then 
why shouldn’t your client detect a 
similar feeling against you? Drop te 
glad hand if you are not being basic- 
ally sincere. It’s almost as bad as 
belligerency. 


A salesman’s week consists of some 
60 hours of work. At least, some men 
put that amount of time in. Of course, 
if you are just putting in time, wait- 
ing for the phone to ring, then you 
are wasting 60 hours each week of 
your life. 


Let us pose this hypo- 


thetically for you: 


problem 


The average home sale nets the 
salesman some $150 or more in com- 
missions. If a sale a week is made, 
that man is in for a darned good year. 
You therefore have 60 hours in which 
to sell a unit. You also have a list of 
clients who have called you, and who 
require a house. If you have noted 
each caller’s desires on a card or 
paper, you should be able to recall 
some of the conversation you had with 
them. Therefore sit down, and with 
complete concentration, go over your 
list. Match each name against listings 
you have access to. Then commence 
to line up your itinerary. 


Before you call to pick up your 
client, mentally check off the salient 
features of the home you are going to 
show. Knowing your client, and 
watching their reactions to various 
parts of the home and grounds, you 
can soon detect just what they want 
in a home. 


Then, if they do not buy that home, 
you have at least -filed away in your 
own mental pigeon-hole that which the 
client most desires. This is the smart 
yardstick used by successful salesmen. 





@ The honeymoon is the period between 
the “I do” and ‘You'd better!” 
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10 LITTLE 
DEALS 


(or, The Broker’s Lament) 


Ten little deals, business looking fine; 
One got cancelled, 


Then there were nine. 


Nine little deals, waiting for their Fote. 
Parties didn’t tell the truth and — 
So there were eight. 


Eight little deals (no such thing in Heaven 
Buyer hadn't got the funds, and 
Now there are seven. 


Seven little deals, nothing much to fix; 
Litigation started, and 
Now there’s six. 


Six little deals, active and alive. 
Seller committed suicide, 
So now there are five. 


Five little deals, wish we had more; 
Checks came back marked “’N.S.F.” 
And thot leaves four. 


Four little deals, taken in by me; 
The documents were forgeries, 
We're left with three. 


Three little deals, CERTAIN TO GO THROUGH 
The buyer went to Kingston — and 
Now there are two. 


Two little deals; the buyers’ getting “done”; 
Unfortunately found it out; so 
That leaves one. 


One little deal; 
Work is nearly done. 
Flaw in the title — 
Now there’s nonelll 


David L. Gibson, 


Ontario Title Insurance 


Agency Limited. 
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ADVERTISE IN THE 


REAL ESTATE DIRECTORY| 
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There is absolutely no other way you con keep your 
story in front of 10,500 specific Readers so constantly . . . 
so well. 

The cost is low (37¢ per thousand readers) . . . the 
results could be great. The advantages offered by your 
firm mame and address (under the classification you 
choose) establishes desirable national and international 
connections. 
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How much retention value does your insertion have? 
We know of a Realtor contacted by another, who referred 
to the directory of an edition seven months old! Realtor 
magazines do “hang around” offices, it appears. 


YOUR REALTOR MAGAZINE NOW ENJOYS AN UP 
AND COMING INTERNATIONAL CIRCULATION PLUS 
HUNDREDS OF COPIES GOING TO LIBRARIES... 
CIVIC LEADERS (planning engineers, government agencies, 
etc.). THIS AUDIENCE IS BECOMING VITALLY IM- 
PORTANT TO YOU. 
REMEMBER THE AXIOM: You must be known to get 
attention! , 
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_ | See inside page for rates... Then mail your name _— address to us, today! 
Canadian Realtor Magazine, 109 Merton Street. Toronto 7 
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ACCELERATED DRIVE 
SPURS HYDRO USES 


‘ 


Forecasts on electrical heating de- 
velopment predict that within the next 
ten years, one-third of all new resi- 
dential units constructed in Ontario 
will be electrically heated claims an 
official of the Electric Heating Asso- 
ciation. 


According to Dominion Bureau of 
Statistics, 60,000 housing starts are 
made each year in Ontario which 
would mean that 20,000 of these would 
be ‘medallion’ labelled homes. 


The electric heating group, backed 
by the electric utilities, have stepped 
up a drive to encourage builders and 
contractors to install electric heating 
in their units. 


In one year, 1959, some 332 Ontario 
units have been built under Medallion 
specifications with another 136 under 
construction. 





The Electric Heating Association 
classes these units in two ways: 


BRONZE MEDALLION: requires 
an installed electric water heater with 
provision for at least four more major 
appliances including circuits and ca- 
bles for range and dryer. If electric 
heating is installed this would count 
for two of the above. 


GOLD MEDALLION: The unit 
under this qualification, must be all 
electric, including at least 3 major ap- 
pliances with provision for five more 
including circuits and cables where ne- 
cessary. 


In addition to the above qualifica- 
tions for either the bronze or gold re- 


quirements, 


both are 
‘light-conditioned’. 


classified as 


A Gold medallion home would in- 
clude at least five of the following 
lighting features:— Valance, cornice 
or cove lighting; feature, decorative 
or accent lighting (picture, fireplace, 
planter etc.); Luminous ceiling; sun 
or germicidal lamp; lawn post lan- 
tern; Patio lighting; garden lighting; 
illuminated house number and general 
exterior illumination. The Bronze 
would require only one of above. 


Expert claims costs 
competitive 


Using modern techniques in build- 
ing and insulation, an electrical ex- 
pert claims that the cost of electrical 
heating is, tangibly, very little more 
than oil-fired heating. The extra costs 
are more than justified, he claims, 
when one considers that electric heat- 
ing minimizes costly interior renova- 
tions, through lack of dust transfer- 
ance. 


The electrical expert offers the fol- 
lowing expenses for oil-fired heating: 
$22.50 yearly for motor current; $150 
for oil; $20 for burner maintenance — 
totalling just~ under £200 yearly. 
These figures compiled for a modern, 
properly insulated 6-room home. 


He estimates that the cost of all- 
electrical heating would run at $224. 
for the same house, per year. The $30 
spread between the two types of heat- 
ing, he feels, are more than justified 
when one considers comfort, minimi- 
zed redecorating, and the other im- 
portant intangible: being able to re- 
duce the heat in individual rooms to 
suit the home owner. Under the me- 
dallion type plan, the electrical heat- 
ing units are of the convector style, 
secured to baseboards in each room, 
and each equipped with a thermostat. 


Inspections invited 


Ontario Realtors can visit the 211- 
unit Woodview Park Development in 
Brampton, or, later this year, the 
Flamboro Park Development adjacent 
to Waterdown on Hamilton’s out- 
skirts. Both have, or will have, medal- 
lion homes erected for inspection. 
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FARMS — 
Continued from page 11 


These buyers all ask for differe; 
types of rural properties and also y 
ask varied questions regarding th. 
rural properties; therefore, the pr 
per, fully-detailed listing of fa 
properties is most important. 


Many important in listi: 
farm properties really are acquir 
from experience — especially wher 
prospect has asked a simple ques: 
regarding a listing which you are u 
able to answer. Always try to have ; 
pertinent facts available —it say 
embarrassment many times. 


steps 


When taking either exclusives 
open listings be prepared to give f 
service. If an exclusive, be reasona’ 
sure you will sell somewhere near + 
specified time— also at or near * 
stipulated price. It does not pay 
take an exclusive on an over-pric 
property, hoping the owner will 1 
duce his price later. Never take an « 
clusive: with the proposition that ¢ 
owner wants a certain sum net ar 
you are to get your brokerage i 
above the listed price. 


Some property owners will not ¢i 
an exclusive. If it is necessary to t 
a farm property on an open lis: 
basis be sure to have a written sts 
ment of agreed terms, such as ident 
cation of the farm to be sold w 
authority to sell; the price to be as! 
and the amount of brokerage fee 
be paid in event of sale. It is not : 
visable to place a “For Sale” sign o1 
farm under open listing. It makes 
easy for the neighboring farmer 
buy direct and also for other brok 
to list. If the owner requests a “I 
Sale” sign, use only when having 
exclusive. Always explain the differ 
ces and the advantages of an exclu: 
listing. If you are a member of 
multiple listing service explain th. 
Usually the seller will take your 
commendation. 


At the time of listing, if you th’ 
the seller’s asking price is too high ' 
him of sales of comparable proper: 
If some properties in the area hs 
sold at higher prices explain why : 
how these sales were made and ™ 
the selling price. Most property ©' 
ers are reasonable when they are ¥ 
and properly informed. 


Upon securing permission to lis‘ 
farm property it is wise to sch 
your time of listing — and also =" 
ing — at the convenience of the 0’ 

The asking price and terms of : 
should be discussed in full detail ! 
tenant is on the property secure 
information regarding the lease, t*’ 
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of payment, expiration date, etc. Also 
ascertain if the tenant would remain 
on the farm with a new owner. 
Some farm owners prefer to sell on 
contract; others may exchange for an 


investment property; others may tgke 

Oy ~~ a residence in town as part payment. 
th: > Often with a reasonable down pay- 
pr ~ ment, the seller will take back a pur- 

fa) chase money mortgage; while others 


will need all cash. If the property is 
:, mortgaged, ascertain the amount of 
: the loan— how paid—when due-— 
name of mortgagee, etc. The reason 
St for selling is often very important. As- 
certain if equipment, harvested crops, 
livestock etc. are to be sold. It is wise 
ei to discuss all of the above before tak- 
ing the listing. 

It is advisable to have a statement 





s : of operating expenses and income for 
2 : a period of the previous five years. 
na iF Ascertain the type of soil, crop yields, 
- a soil productivity, crop rotation and 
»4 whether the soil had proper fertiliza- 
WW , tion, etc. These are very helpful and, 


ric if the farm has had good management, 
a will surely go a long way towards con- 
ne ‘ summating a sale. Of course if the 
t t farm is rundown, discuss with the 
wr owner how it can be improved. 
ae If the farm is generally being used 
$, as a home, the farm Realtor should 
prepare information as he would a 
listing for a home in town—the 
neighbourhood, zoning recuiations, 
Po transportation facilities, social life, 
oe 5 schools, churches, facilities and other 
f J ~~ amenities. 


t 9Q 


3] Farm buildings should be carefully 
inspected as to condition, location for 
t i convenience in farm operations. As- 
or 4 . certain if existing buildings are ade- 
es quate for their required uses. 


Y Water source and supply are two 
yk more very important features on a 
#3 farm property. This aspect should be 
g ' carefully studied. 

The farm land is, of course, the 
a most important of all. Always check 
description, easements, zoning ordi- 
nances, tax assessments, special as- 
; sessments, marketability, highest and 

. best use. 

A few reminders — get clear photo- 
graphs showing the property to its 
best advantage; know the best ap- 
proach to show the property; obtain 
its historical record and comparable 
sales information. Last but not least, 
: remember the best time of day to show 
v the property and the name of the 

tenant, employee or caretaker who 
< may be in charge or will assist you in 
showing the property. 
The listing of rural real estate pre- 
sents many varied and new modern 
) day problems which make it most 
stimulating and profitable to all our 
NIFB members. 
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FLORIDA PROMOTION 
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ARVIDA REALTY COMPANY, oa wholly-owned subsidiary of Arvida Corporation, one 
of Florida’s largest land owners and developers, recently staged a big promotion to 
attract attention to their multi-million dollar Bird Key Development, by inviting 
1,000 Realtors and salesmen to a giant kick-off in the municipal auditorium, 
Sarasota Bay. 

Shown in picture are four of Sarasota’s. leading bankers standing behind wheel- 
borrows each loaded with $125,000, symbolizing the half-million dollars in com- 
missions realizable to Realtors who sell lots in the development. 


WESTMINSTER COUNTY 
PAST PRESIDENTS HONOURED 


} 

Ra ceecsshsantichiindtia ch abichilica : feb etme atch accel Baines canis lis. dasha 
The prize presentation meeting for the big ‘’On to Hawaii’’ multiple competition 
made an excellent opportunity to honour Past Presidents of the Westminster County 
Real Estate Board. Holding certificates of appreciation are (centre) Ivor Parry, 
1953, 54, and 55; (right) Stanley H. Jones, 1956 and 57; (left) Fred M. Philps, 
1958 and 59. On the far left is G. Basil Raikes, 1960 Westcoreb President, and 
far right: Bert Edwards, President Salesmen’s Division, Vancouver Real Estate 
Board who addressed the meeting. 
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REAL ESTATE 
PATTERN NOT 
CLARIFIED YET 


1960 has started out true to form ... or should we say the 
trend has. January co-op sales show a gain of $3.7 millions 
over a corresponding period in 1959, which in turn was a 
record year. 

There is still an unsettled year to face, not necessarily 
pessimistically. Housing starts will be considerably less than 
1959, although there are a large quantity of new homes still 
to be sold. 

Co-op totals will rely more on resales, commercial and 
industrial transactions to fulfil volume figures that our local 
boards’ co-op committeemen have predicted. 

Some sort of renaissance is needed to increase our avenues 
of financing. Whether it is through bond floats, additional 
federal funds, or education of the public towards develop- 
ment investment; something quite tangible must be planned 
and executed this year. 


H-D CO-OP CONTEST 


The Halifax-Dartmouth Board has a contest going which 
has spurred co-op sales this past winter. 

Operating on a points system, the prizes include $50.00 
together with a pennant and Nova Scotia flag. Mounted on 
a miniature flag staff the pennant bears the words “Monthly 
co-op leader”. This award remains on the winner's desk 
until the following month's calculations are made. 


Points are awarded as follows: 
Listing 
For listing a property co-operatively: 2 points. 
If property is sold, another 2 points to lister. 
Selling 
If listing is sold by office of listing Broker: 4 points. 
If listing sold by Broker other than listing office: 6 points. 


OKANAGAN-MAINLINE 


C. H. Williams, 
Okanagan-Mainline Real Estate Board, tells us that his 
group has mastered most of the “inaugural problems” 
and, “is looking forward to an excellent 1960.” The 
O.M.R.E.B. now has 52 members from Kamloops to 
Osoyoos on the B.C.-American Border. ; 

The board has four divisions which service the entire 
Okanagan Valley: Kamloops, Kelowna, Penticton and 
Vernon. Each division supplies two delegates which form 
the executive of the board. 

Mr. Williams writes, “As the local divisions have now 
formed their own appraisal committees, it is hoped that 
our sales-to-listing ratio will decrease to a figure closer 
to the national average.” 
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WITH BOW ond ARROW, A. G. Sanagan of J. A. Willoughby 
& Sons Ltd. emphasizes the Board’s intention of reaching an 
objective of $200 millions in co-op real estate sales during 
1960. 

Mr. Sanagan is the 1960 President of the Toronto Ree! 
Estate Board. He is shown at left with Hugh Shortill, post 
president of the board. 


SASKATOON 


The Saskatoon Real Estate Board has recently adopted 
a new type of camera for their photo listing work. It is 
the new Polaroid Land Camera, model 110A, using the 
new super-fast 3,000th and 200th. film. 

W. E. King, the Board’s Secretary, finds that the can- 
era is producing good detail with considerable time saved. 

Mr. King mentions that any board wishing information 
regarding the S.R.E.B.’s use of this camera can write him 
c/o Saskatoon Real Estate Board, 100 Ross Block, Sas 
katoon, Sask. 
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According to Stanley Edge, a mar- 
ket research specialist from Pitts- 
burgh, there’ll be “no magic wands in 
the 1960's" and anything built is go- 
ing to have to be sold ... sold in a 
sense unknown in the past decade. 

Mr. Edge issued this warning dur- 
ing a merchandising seminar at the 
annual conference of the National 
House Builders Association held re- 
cently in Toronto. It set the conven- 
tion theme as delegates from all 
across Canada heard a panel of ex- 
perts delve into all aspects of home 


Take a tip from the builders: 


AIDS REALTOR 


tactics. Prospective buyers are no 
longer susceptible to the phony, fast- 
talking approach, and must be treated 
with finesse. 

It might be wise to follow the lead 
of Walker and Lee of Lakewood, 
Calif., the biggest new-house real es- 
tate firm in the U.S., which attributed 
its $50,000,000 in retail sales last year 
to “old-fashioned 
selling by trained, 
working salesmen.” 

Frank Hart, the 
sales manager, says: 


person-to-person 
competent, hard- 


firm’s general 
“Selling houses 


the most intelligent and discriminating buyer 


today is the man in the market for a new home. 


This buyer is out for quality — not only quality of construction but quality 


of treatment by the builder 


and the real estate salesman who have been ac- 


customed heretofore to having purchase offers served to them on silver platters. 


merchandising, to help the industry 
prepare for an era of hard sell. 

Bruce Blietz, a home builder from 
Wilmette, Ill., stressed that builders 
and Realtors would now have to exert 
more energy in the direction of cus- 
tomer satisfaction. He emphasized the 
significance of primary contacts with 
prospective purchasers — telephone 
manners, quality letterhead, signs, lit- 
erature, promptness in answering in- 
quiries and reputation. All these 
things, he said, set the tone of a build- 
ing operation and all are vital regard- 
less of the price bracket of the houses 
involved. 

In analyzing the views of these ex- 
perts, it would appear that home-sell- 
ing in the 1960’s calls for high-calibre 
salesmanship without high-pressure 
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is more personal than any other re- 
tail selling. A house is sold at the site 
— by someone to someone.” The com- 
pany frowns on high-pressure meth- 
ods. Its 185 salesmen are trained in- 
stead to help prospects make up their 
minds, sometimes by keeping silent 
rather than talking. 

Walker and Lee’s 
four simple rules: 

Always demonstrate; always stress 
benefits; always ask “qualifying” ques- 
tions to find out whether a prospect 
can afford the house and whether he is 
really interested; always follow up after 
the prospect’s visit. 

In general, Walker and Lee's step- 
by-step method of selling follows this 
basic pattern: Potential home-buyers 
are encouraged to demonstrate for 


selling is based on 


themselves how they will benefit ¢ 
luxury features (by trying out « 
tercom, for example); the sal 
demonstrates elegant features 
size closets, dual sinks); he hel; 
woman visualize herself living i; 
house, gives her a picture of hers. 
hostess. On the other hand, in t} 
chen, he suggests that the man t¢ 
late-model gadgets. 
proved that men are more int. 
in kitchen appliances than are w 
and are also concerned with lich: 
—to which their wives are ind: 
ent. 


Research 


The salesman stresses comfort 
elegance rather than dimensions 
square feet; he talks up qualit: 
terior materials and constructior, 
avoids technical explanations on 
whole, unless they are asked fo 


At strategic moments he asks cus 
fying questions such as: “When » 
you need your 
house?” 


occupancy of 
“Do you live in tis 
Owning or renting?” “H 
large a house do you have in mi 
“Won't it be wonderful to live ins 
a well-planned community?” 


now?” 


The firm puts special emphasis 
closing procedures for its sales sta! 
Realizing that few prospects bur 
the first visit most buyers come 
three to seven times), the sales: 
never tries to high-pressure them. | 
he does follow up to keep them cer 
ing back. He keeps file cards w 
notes on personal characteristics 
prospects. When homebuyers do ce: 
back, the salesman first 
any possible objections they may ha 
and helps them make up their m: 
on the big questions by asking th: 
many little questions about color con 
binations, materials, kitchen app!ia: 
ces and extra features. 


overcon 


When from all indications they a 
ready to buy, the firm’s salesma 
stops talking and starts writing. B= 
while the house is being finished 2: 
financing arranged, he continues ! 
keep the prospect posted. on all 
velopments. This prevents any chan 
of mind. 
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L’acheteur le plus intelligent et le 
plus judicieux de nos jours, c’est celui 
qui est en cherche d’une maison neuve. 
Voila ce que nous disent les construc- 
teurs. Cet acheteur veut ce qu’il y a de 
mieux; la meilleure qualité. I] exige 
aussi que le constructeur et le courtier 
en immeubles s’occupent de lui et de 
ses besoins. Le courtier a été gaté 
dans le passé par les ventes trop faci- 
les; aujourd’hui c’est l’acheteur qui est 
roi. 


Stanley Edge de Pittsburgh, un ex- 
pert en recherches commerciales, nous 
dit qu’en 1960 il n’y aura pas de ba- 
guette magique dans le domaine de la 
vente. Aussi, afin de faire de la vente, 
il faudra s’y mettre davantage et faire 
un effort qui soit hors de l’ordinaire. 


M. Edge nous a communiqué ce brin 
d’avis lors d’une conférence de vente 
tenue a Toronto par la “National 
House Builders’ Association.” C’était 
la le théme de toute la conférence. Les 
délégués venaient de tous les coins du 
pays. Tous les conférenciers ont sou- 
‘igné dans leur causerie que la vente 


\_ Le Pimmeuble allait étre beaucoup plus 


ardue pendant les dix années 4 venir. 


M. Bruce Blietz, un constructeur de 
Wilmette, Illinois, a insisté sur la né- 
cessité qu’ont les constructeurs et les 
courtiers 4 travailler la main dans la 
main afin de donner 4a |’acheteur une 
satisfaction compléte et entiére. I] a 
insisté sur la méthode d’approche ou 
de contact d’un nouveau client, de la 
facon de lui parler au téléphone. Il a 
expliqué la nécessité d’avoir des en- 
seignes attrayantes. “Il faut aussi don- 
ner une résponse immédiate et précise 
a toutes les demandes de renseigne- 
ments” a-t-il précisé. Toutes ces con- 
sidérations sont nécessaires afin d’éta- 
blir une atmosphére propice quelque 
soit la valeur de l’immeuble. 


Il faudrait done conclure que 1960 
sera l’année du vendeur par excellence 
et non pas celle du vendeur a haute 
pression. Le nouveau client se foute 
bien du courtier trop loquace et peu 
sincére. Il faut savoir se servir de di- 
plomatie et de finesse. 


Messieurs Walker et Lee de Lake- 


~¥ood en Californie ont fait un chiffre 
_affaires de cinquante millions de dol- 


lars l'année derniére. Ils attribuent 
leur succés a des vendeurs compétents, 
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travailleurs et capables de juger les 
clients. En effet Frank Hart, gérant 
des ventes pour la maison Walker et 
Lee, nous dit que la vente de l'immeu- 
ble doit se soucier avant tout de l'as- 
pect humain du client. Une vente est 
une opération qui se fait entre deux 
individus. Cette compagnie a horreur 
des ventes “a haute pression.” Ses 135 
courtiers cherchent plutét a aider 
Vacheteur a se décider. C’est 1a le 
genre d’entrainement qu’ils regoivent. 
N’oublions pas que dans bien des cas 
le silence est d’or. Voici les quatre ré- 
gles fondamentales que nous transmet 
la maison Walker et Lee: 


1. Bien faire visiter la maison en 
vente 

2. Faire valoir ses avantages distinc- 
tifs. 

3. Poser des questions discrétes pour 
s’assurer que le client est en me- 
sure de se payer un tel logis. 


4. Se tenir en contact constant avec 
tout client intéressé. 


Précisons donc les régles de Walker 
et Lee. Le vendeur doit encourager 
son client 4 voir et a se rendre compte 
des avantages que peut avoir une mai- 
son, il doit tirer son attention vers 
certains aspects particuliers tel qu’une 
garderobe avantageuse ou une cuisine 
a double evier). I] lui faut s’assurer 
que la femme apprécie tout le charme 
du nouveau logis car elle devra étre 
fiére d’en étre l’hétesse. I] doit aussi 
montré au mari tous les machins que 
l’on trouve dans les cuisines modernes. 
L’expérience prouve que les hommes 
sont plus intéressés aux appareils de 
la cuisine que ne le sont les femmes. 
Les hommes portent aussi une atten 
tion toute particuliére a |’éclairage 
tandis que les femmes ne semblent 
guére s’y intéresser. 


Le vendeur doit faire valoir le con- 
fort et l’élégance beaucoup plus que la 
grandeur et les dimensions. I] fait 
valoir la qualité des matériaux de 
construction sans entrer dans les dé- 
tails 4 moins que le client ne le de- 
mande. 


Au bon moment il pose les ques- 
tions qui sauront étre bien utiles 
“quand avez-vous Uintention d’occuper 
votre nouveau logis? Demeurez-vous 
dans ce voisinage a4 ce moment? Etes- 


vous propri€étacre vu a loyer? Quel 
yenre de maison avaiez-vous en vue! 
Comment .aimeriez- vous demeurer 
dans un quartier tel que celui-ci? 


La partie la plus importante dans la 
vente de l’immeuble c’est la signature 
du contrat de vente. Un client achéte 
rarement aprés sa premiére visite; la 
plupart reviennent deux, trois et 
méme sept fois. A quoi bon alors vou- 
loir presser les choses. Mais il faut se 
tenir en contact avec ses clients. Fai- 
tes note de tous vos intéressés et re- 
tournez souvent a vos dossiers. Quand 
le client revient, le vendeur est averti, 
il connait déja toutes ses objections et 
ses problémes. et il peut le mettre a 
aise en parlant d’autres aspects que 
le client n’avait pas remarqués. 


Quand le client est prét a faire 
l’achat, le vendeur doit savoir se taire 
et commencer la rédaction du contrat. 
Pendant que le constructeur s’occupe 
des menus détails de finission et que 
les contrats d’hypotheque sont en voie 
de préparation, le vendeur doit tenir 
son client au courant des choses. De 
cette facon, il n’y a aucun danger que 
Vacheteur ne change d’opinion. 


BURNABY ELECTS 
JAMES OWENS 


James V. Owens of Owens Realty, 
Burnaby, has been elected president of 
the Burnaby Division of the Vancou- 
ver Real Estate Board. He succeeds 


John B. Haddy, of Gilley Real Estate, 
Burnaby. 


Vice-president for the coming year 
will be A. E. Andersen of Jacobson- 
Andersen Realty Ltd. Mrs. Dorothy 
Hargraves of H. A. Roberts Ltd. will 
be secretary-treasurer. 


Elected as directors were Parker 
MacCarthy of MacCarthy Agencies 
Ltd., M. J. Wenaus of A. B. Wenaus & 
Sons Ltd., and Bud Toppings of Ellis, 
Toppings & Olson Ltd. Mr. Haddy, as 
past-president, remains on the execu- 
tive. 


SERVING ALBERTA 


“CANADA'S RICHEST PROVINCE” 


———— Te ES | 
Sar ree 


REAL ESTAT 


11060.07 STREET, EOMONTON, ALEtera 


Phone GA. 4-4221 


WM. A. QUINN, Manager 
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Nanaimo: 


Suspecting symbolism, we 
queried P. D. Murphy, assis- 
tant secretary of the B.C. 
Association of Real Estate 
Boards. 


only the whim of the photo- 


He tells us it was 


grapher that suggested this 


pose. 
Reading left to right: J. V. 
DiCostri, Registrar Victoria 


Land District; Professor Phil- 
lip White, University 8.C. 
and Mladen G. Zorkin, Pre- 
sident of B.C.A.R.E.B. 


Scene of | 


Boards 


Nieeting 


2 emenrne 





$260,000. yearly aid not enough 


still need advice 


Nanaimo is seeking a land registry 
office but has had no success to date. 
In January, the city’s Mayor, Pete 
Maffeo, made this need known at the 
Director’s meeting of the B.C. Associ- 
ation of Real Estate Boards. 


Also attending the meeting was the 
registrar of the Victoria Land Regis- 
tration District, who, when probed 
for his thoughts on the subject re- 
plied “no comment”. 

Mr. Maffeo feels that the absence 
of a registry office in. Nanaimo means 
that “an increasing number of per- 
sons, are making an increasing num- 


White 


time-consuming 
their 


ber of expensive, 
trips to Victoria to conduct 
daily business.” 


Professor Phillip White, head of 
the Commerce and Business Admini- 
stration department at the University 
of B.C. addressed the banquet as- 
semblage on educational matters. He 
pointed out rather ironically that the 
University of California had sought 
from him advice on real estate mat- 
ters. “Yet” he said “their university 
receives $260,000 yearly for real 
estate education, while the U.B.C. re- 
ceives only $50,000.” 


-gage appraisal 


President: . 
Miadin G. Zorkin, Nanaimo. 


Vice-Presidents: 


Fred Philps, New Westminster; Charlie B 


7 tows 
Vancouver. 


Past-President: 

M. G. Klinkhamer, Cranbrook. 

Directors: é 
Syd Hodge, Penticton; R. E. Slinger, W. Var 
John R. Harvey, Quesnel; Fred B. Ur 
Vancouver; Lynn K,. Sulley, White Rock: . 
Chivers, Vancouver; P. D. P. Holmes, Vic:o- 
Bill Hyndman, Cloverdale; Lorrie Kirk, Vicor., 


APPRAISAL 
COURSE 


A ten-week appraisal training p: 
gramme for real estate agents ai 
salesmen commenced February 
under the auspices of the Vancouv: 
Real Estate Board. 

Purpose of the course is to teac! 
agents and salesmen the method: f 
appraisal of a single family ho 
and to give an appreciation of 
from the mortgay 
lender’s point of view. 


Instruction is given in the use of ; 
simple appraisal work-sheect and ti 
lectures are oriented towards pract 
cal rather than theoretical appraisza 
The lectures will be confined to 
market and costs methods of 2} 
praisal in relation to properti: 
which represent the highest and bes! 
use of land. 

The course, which is presented 0: 
Monday evenings in the Education: 
Building at the University of Britis 
Columbia, was prepared by the Edu 
cation Committee of the Vancouve 
Real Estate Board in conjunctio: 
with the Faculty of Commerce, th: 
Appraisal Institute of Canada an 
the Society of Residential Appraisers 


Fee for the course, which is ope? 
to agent and salesmen members 
the Vancouver Real Estate Board, 
$10. Registration can be arrange: 
through the Vancouver Real Estat: 4 
Board office. \j 
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Blane, Fullerton 
& White 


LIMITED 






Realtors, Financial Agents 
Insurance Managers 


Business established 1926 






517 Hamilton St., Vancouver B.C. 
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._/ With reference to your item “Bits ’n Pieces’ 
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/ - had a hand in this. 
Se 


LETTERS TO THE EDITOR 


2590 Wesley Place, 
Victoria, B.C. 
February 12th, 1960. 
ie Sir: 
*, excerpts 
from the N.A.R.E.B. Convention in the magazine’s 
January, 1960 issue. 

I think the panelist mentioned in the second paragraph 
of the item is advocating a very questionable method of 
getting people to sign documents and would find himself 
in very serious trouble if he was ever brought into court. 
It should be made very clear to anyone signing a docu- 
ment that he is signing and not just a witness. Also the 
panelist signing as a witness before the document actually 
is signed, is bad practice. 

I understood that one of the main objectives of all 
Real Estate Boards was to raise the standards of our 
business, not publicise and advocate sharp practices such 
as this. 


I hope you will be good enough to publish this letter. 


Yours very truly, 
Ross Hartnell, 
Sales Representative. 


Mr. Hartnell shares our opinion and it is hoped that at 
least the mojority, if not all of our audience had the same 
reaction to this particular excerpt, for it does smack of 
trickery. 

Mr. Hartnell questions the following: 

Another panelist says that he often uses psychology 

when attempting to get a purchaser or vendor to sian an 

\, offer, by first signing his name in the left hand corner 

)} then handing the pen to the customer says ‘Here, please 
witness my signature.” 

However, as in all reporting, (even where a reporter for 
purposes of comparison, feels obliged to report the bad as well 
asthe good) quite often a connotation is missed; in this case 
a tongue-in-cheek portrayal by the panelist. Not only is this 
poor ethical practice, but alse is quite illegal. 

As we said, we feel that the majority of our readers got the 
same reaction as Mr. Hartnell. 


While we are at it, we might also mention that during the 
course of this same panel gathering, the question arose 
“Should Sunday inspection and selling be abolished.’’ Sur- 
prisingly enough, about 15 per cent of the American delegates 
felt that it should not. It moved one of the panelists to utter, 
quite strongly, ‘‘We do not want anyone to tell us whether we 
should, or should not close on Sundays.” 

Fortunately, most of our CAREB Association members feel 
thot they can make a good living in a six-day week. 


* * ** 
Dear Sir: 

We cannot express how pleasantly surprised we were 
on receiving the January issue of the Canadian Realtor to 
see our Victoria plum blossoms as a cover! We wish to 
say how sincerely we appreciate this fine publicity. Our 
phtographer says this is a particularly good reproduction 
and fine work. 


Would you please puss on our appreciation to the others 


Yours very truly, 
THE REAL ESTATE BOARD OF VICTORIA 
Catherine Godfrey, Secretary 
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LATE COPY 


Most of our audience, especially those on the East and 
West Coast, will not disagree with us when we say that 
the Realtor magazine has been late arriving in the mails. 

A concerted drive has been commenced to correct this 
situation. Production schedules have been set up that will 
put our March magazine on the press March Sth and 
completely into the mail by March 14th. 

Our April edition goes on the press March 3lst and 
mailing is to be completed by April 11th. 

This advanced press time, we might add, is eleven days 
earlier than that experienced in January or before. 

Probably the people most concerned with this advanced 
production time are the local board secretaries, for it is 
their responsibility to complete monthly co-op statistic 
forms and return them immediately after the turn of the 
month. 

The Canadian Realtor must have these co-op statistic 
sheets completed and in our hands by the 10th of the 
month, no later. Any reports arriving after that date can 
not be recorded. 
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Two hundred Westminster County Realtors gathered at lunch 
recently for the presentation of the big ‘‘On to Hawaii’ and 
“On to Harrison’’ competition prizes. 

To spend two weeks in Hawaii is Lorry Peaker, J. K. Cooper 
Ltd. (centre). Other winners (left to right): Bob Steeves, 
Wolstencroft Agencies Ltd., a weekend at Harrison Hot Springs 
Hotel; George Wright, Hilltop Agencies Ltd., brief case; Dave 
Kehl, Lakeview Estates Ltd., movie camera; Russ Wicks, J. K. 
Cooper Ltd., weekend at Harrison, and Al Thomson, Block 
Bros. Realty, movie camera. 


* * * 


THERE’S A MORAL HERE SOMEWHERE 


The maid who didn’t last too long at her last job told a 
neighbour her troubles. She said “They (her employers) 
were the ‘fightin’est people’ she had ever seen. When it 
wasn’t him and me... it was her and me!” 


* + ~ 


The President of an advertising agency while address- 
ing an office meeting, pounded the table to strengthen 
his remarks. He exclaimed “Now . . . what we want 
around here is creative originality. None of that ‘yes Sir’ 
stuff! He turned to his vice-president and fired, “Isn't 
that right, George?” GEORGE: (emphatically) “YES 
SIR!” 
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HAMILTON BOARD OFFICERS, left to right: C. Gordon Todd — Immediate Past 
President; Ray C. Edwards — President; Harry Spenceley — Director and Co-Op 
Director; William D. Hitchcox — Director and Co-Op Director; T. Glen Chambers — 
Ist Vice President and Honorary Secretary-Treasurer; P. A. Seagrove — Past 
President of Board and Past President O.A.R.E.B.; Thos. W. Dowling — Director; 
John G. Steadman — 2nd Vice President and Chairman Co-Op Group; George M. 
Truman — Director; Eric O. McKay — Director and Co-Op Director and Alex L. 


Association of 


Wornick — Salesman Director and Co-Op Director. 


Joseph F. Agro, Director and Co-Op Director, was absent when this picture was 


taken. 


WELLAND 


The Wellarid and District 
Estate Board has installed its 
Officers. 


Taking the reins from D. R. Mason 
is 1960 President, Don Alsop. 


Other officers are: Alice Katool, 
Vice-President; Glen Coopman, Sec- 
retary; Ed. Stirtzinger, Treasurer, 
and Directors: T. C. Jones and 
Charles Boyagean. 


Real 
1960 


L. Gadoury has one more term as 


Director. 


SIMCOE & DISTRICT 


The following Realtors will conduct 
the affairs of the Simcoe & District 
Board for 1960: 

President George F. Anger (re- 
elected) ; Merrill Hare, Vice-President 


(re-elected ); Barbara Hearn, Secre- 
tary-Treasurer and, Directors: R. E. 
Mann, Mike Sokyrka (re-elected) and 
C. E. Wingrove. John Dennis, as 
director, will represent the salesmen. 


LINDSAY 


The Lindsay, Kawarthas, Halibur- 
ton Real Estate Board has elected the 
1960 slate of officers. 


Elected were: president, V. O’Con- 
nor; Murchison; 
secretary-treasurer, J. Goodman and 
directors, C. Pardy, Bobcaygeon and 
S. Henry of Lindsay. 


vice-president, W. 


The gavel was presented to Mr. 
O’Connor by Lloyd Found, retiring 
president of the board. 
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SOUTH PEE 

The new executive of the 
Peel Real Estate Board are: S. Cas- 
san, president; J. Roberts, past pres 


Sout! 


dent; J. J. Plaus, vice-president; F. 


Thompson, secretary-treasurer ar 
directors F. Leavers, C. 
W.- Brayman, F. Price 
Spriggs. 

Les Pope, winner of the year-lon: 
co-op contest was presented, at 1) 
annual banquet, with two tickets t 
Bermuda. Helen Cowie and Joi 
Cowieson received cheques for §75 
each, 


Heighway 
and A 


St. Lawrence Board 
Elects Toxopeus 
Pieter C. D. Toxopeus of Fran! 
ville was elected 1960 president of th 
Central St. Lawrence Real Estat 


Board. His executive will be: J. DL. 


Seaton, Vice-President; Dwight Lan 
don, Secretary and Directors: Lorn 
Lockyer and Joe Sullivan. 


Mr. Toxopeus reports 
the Board’s geographic coverage ° 
include more brokers who may b: 
come members of the Board and th 
co-op service. 


News Concerning The 


ONTARIO 


CONVENTION 


Will Be Published In 
The April Edition 


that con- 
sideration is being given to exten: 
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Retiring President Honoured 


ae 


A TOKEN OF APPRECIATION was made to retiring president D. Roy Wymark of the 
Ottawa Board. Reading left to right: Vice-President Ben Karp, F.R.I.; Immediate Past 


President Roy Wymark ond President F. Eugene Lavoie. 


Mr. Wymark was presented with a caricature which reveals his well-known hobby, 
an album commemorating the highlights of his activities during his term of office and, 
Z. @ travelling bag to ‘ensure’ his continued attendance at future conventions. 


An objective of two hundred million 
i dollars in real estate sales through 
photo Co-op listings of the Toronto 
i} Real Estate Board has been set for 
1960. Hugh Shortill, Past-President 
of the Board and President of Shortill 
and Hodgkins Ltd., informed a 
gathering of real estate brokers and 
salesmen at a_ breakfast meeting 
recently. 

Indications are that 1960 will be 
another good year business-wise in 
r Canada and I am confident that we 
u can reach this objective,” Mr. Shortill 
‘ said. “It simply means that we will 

have to sell 1,000 houses through our 
| photo co-op listings each month during 
| 


hmm 
Ls 


the year.” 

“In 1959,” he said, “volume of sales 
made through Co-op listings increased 
24 per cent over 1958. The number 
{ of listings showed an increase of 36 
., per cent. The average price of homes 
i sold was $16,700 as compared with 

| “$16,100 the previous year. 
i Altogether in 1959, more than 9,700 
homes were sold through the Board’s 
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OQ FORONTO AIMS FOR 
1000 SALES PER MONTH 


Co-op listings. The total volume was 
approximately 159 million dollars. 

Joe Peters, President of Jos. A. 
Peters Ltd., and Andrew G. Hazlett 
also addressed the breakfast meeting. 
Mr. Peters warned that selling in the 
real estate field is becoming more 
competitive. 


Mr. Hazlett presented a report on 
activities of the photo Co-op- com- 
mittee. “At present we are not look- 
ing for listings as much as we are 
looking for increased sales through 
photo Co-op listings we now have on 
file,” he said. 


FORT WILLIAM 


Larry Grant has been re-elected 


president of the Fort William Real 


Estate Board. This is Mr. Grant’s 


second term. 


Other officers elected were: J. Van 
Bailey, vice-president; Stephen G. 
Foster, secretary-treasurer and direc- 
tors: Lorne Smith, George Lannon 


and B. Chepsiuk. 


OFFICE PLANNING 
OFFERED TO 
INSTITUTE REALTORS 


The National Institute of Real Es- 
tate Brokers of the National Associa- 
tion of Real Estate Boards this month 
brings out for the first time in its his- 
tory a bulletin devoted entirely to pic- 
tures of new and remodeled real es- 
tate offices. 


In this informative bulletin, the 
Realtor planning to build or remodel 
can choose from a variety of floor 
plans, select the most efficient layout 
for his needs and determine the ap- 
proximate cost per square foot. In- 
teresting before and after pictures 
are shown in the section on Remodel- 
ing. Both interior and exterior views 
are included. “Don’t overlook the pub- 
licity value of unique architectural de- 
sign,” says one Realtor, in comment- 
ing on his building. 


The reasons for building are many 
and varied. The majority needed more 
space. In a comprehensive summary, 
Sponsor William T. Beazley of New 
Haven, Connecticut finds that after 
building a new office or remodeling 
their present space, Realtors enjoy 
greater prestige and an increase in 
business as much as 50 per cent. With 
office space at a premium in most 
localities, putting up a building large 
enough to accommodate rentals prov- 
ed a sound investment, providing not 
only new and attractive surroundings 
for the Realtor but also a substantial 
return on his investment as well. 


Available to non-members of the 
National Institute of Real Estate 
Brokers at $5 per copy. FREE to 
members. 





INTANGIBLE DISCOURSE 


@ Say you’re ao man with an idea. You are in love with it. You are able to go 
way out on a limb for that idea without being afraid that anybody’s going to 
saw it off or even snicker. When that is company policy it’s good company 
policy. lt frees people’s minds to experiment. This kind of experimentation 


produces fresh new thinking . . 


. new ideas. And ideas are what people want 


After all, it’s not just the product itself that people buy. It’s ideas obout the 


product. People buy ideas 


— YOUNG & RUBICAM, Advertising Agency 


3 





ERE OY POO ET LEANER NY LEI 




























PPA PROT 


d pray Pd) 


aE AUET ARAN LMT AER BITS OUTS 





RENEWAL WOULD REDUCE 


LAND TAXES — 


“Renewal of the underdeveloped 
parts of the downtown area could 
save Montrealers future increases in 
municipal taxes”, Jean Des Rosiers, 
newly-elected president of the Mont- 
real Real Estate Board, said recently 
at the Board’s annual meeting. 


Mr. Des Rosiers, a chartered ac- 
countant who is vice-president of the 
real estate firm of Armand Des 
Rosiers, Inc., succeeds D. S. Keast, 
who predicted “a high level of acti- 
vity in real estate in 1960”. Other 
officers and directors elected were: 
Vice-presidents—Percy Caplan, Percy 
Caplan & Co. Ltd., and C. L. Abbott, 
C. L. Abbott & Son; Honorary 
Secretary-Treasurer, Emile Désorcy, 
Crédit Foncier Franco - Canadien; 
Directors: Jacques Filion, Hector 
MacKenzie, J. O. McArthur, C. J. 
Smith, Roger Desmarais, Alec Mac- 
auley. 

The new Board president said that 
“the tax burden which Montreal 
property-owners have to carry would 
not be so heavy if the large parts of 
the downtown area whose potential is 
not being fully utilized were properly 
developed and paying the municipal 
taxes that a valuable downtown prop- 
erty is expected to pay. 


“The city will eventually need 
more money to cari; out much-needed 
improvements, and unless it can get 
that money from the areas which are 
not now yielding much in taxes, it 
may have to get it from property- 
owners in the form of increased 
taxes”, Mr. Des Rosiers pointed out. 


He said “our municipal taxation 
system will become better balanced 
when the concept of land utilization 
is better understood and given wider, 
application”. 


24 





DES ROSIERS 


Jean Des Rosiers 


Mr. Des Rosiers pointed out that 
in order for a city to secure maxi- 
mum tax revenue from properties 
located within its boundaries, it was 
necessary, for instance, that high- 
priced land be heavily built up, in 
strict accordance of course with aes- 
thetic and other requirements. 


He said that at present, large areas 
of high-priced land in the downtown 
section have only two or three- 
storey structures, whereas proper 
land utilization would require that 
they carry structures of 10 or more 
storeys. 


“A good example of improved land 
utilization, he said, is the “uptown” 
area where municipal valuation has 
increased considerably since private 
developers have acquired and de- 
molished old properties and built 
larger structures. This is bringing 


considerably more in municipal taxes 
as budget revisions have shown. 
“And a heavily built-up downtown 
district need not be a badly-congested 
district”, he added. “With proper 
planning, such super-blocks can be 
given the open spaces and green areas 
which are so desirable in a city”. 
Mr. Des Rosiers praised city auth- 
orities for what has been done so far 
in renewing certain areas of Mont- 
real, for appointing the new Com- 
mittee on Urban Redevelopment and 
for devoting a great deal of attention 
to participating in urban renewal 
with other levels of government. At 





SALES rise — when you advertise 
in the Journal. 
POPULATION EDMONTON 
TRADING AREA 


in excess of 
650,000 


“7ée EDMONTON 


JOURNAL 


TORONTO — 8&8 University Ave 
K. L, Bower; Manager 
MONTREAL — 1070 Bleury St 
J. C. McCague, Manager 


When you see how your Edmonton | 
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of the Winnipeg Real Estate 


WINNIPEG ENTERTAINS HONOURED GUEST 
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THE HONOURABLE ELLEN FAIRCLOUGH, 
Minister of Citizenship and Immigration, is 
shown at the head table during the annual dinner 


3oard. Others 


shown are, left to right: E. R. Gardner, Vice- 
President W.R.E.B. and President Downtown 
Business Association; G. Edmond; S. H. Muton, 
Honorary Secretary-Treasurer W.R.E.B.; C. R. 


the same time, he urged city officials 
“to continue to invest in urban re- 
newal, for it is the best possible 
solution for long term growth and 
improvements of all forms without 
the necessity of new taxes. 


“Downtown Montreal at present 
can house only a fraction of the resi- 
dents and businesses it could carry, 
with the consequent dispersal of 
population and business to the 


‘suburbs, the loss of much-needed 


revenue and increased traffic prob- 
lems. By making downtown Montreal 
a good and convenient place in which 
to live and do business, the city can 
not only secure greater revenue, but 
also solve many of its traffic prob- 
lems”, Mr. Des Rosiers concluded. 


BRANDON 


Athol Robertson will head the 1960 
Executive slate of the Brandon Real 
Estate Board. Other officers will be: 
Leslie Mitchell, vice-president; K. S. 
Lynch, secretary-treasurer and Wil- 
lard Hughes as honorary president. 


Directors are: Angus MacDonald, 
James Yates, Mrs. S. A. Magnacca, 


Cam Donaldson and Clifford Mce- 
Laren, 


Keith Cinnamon is the retiring 
president. 
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Grand 


image? 


Simonite; G. K. Cinnamon; W. G. Ferguson; 
Lillian Hallonquist; Honourable Gurney Evans; 
Honourable Errick F. Willis, Lieutenant Gover- 
nor of Manitoba; J. M. Barber, President 
W.R.E.B.; Honoured guest Ellen Fairclough; 
Honourable J. B. Carroll; R. C. Aitkens; J. S. 
McMahon; A. K. Stephens; E. Bole; A. Robert- 
son; A. H. Warner and Sinclair Lewis. 





Here’s a quick self-tester to help you rate your own 
personal “Brand Image”. Score ten or better and you 
have little to worry about. Score 8, indicates room for 
personal improvement. If you only hit seven, you may not 
have as many people rooting for you as you would like. 
A score less than 7 means you'd better knuckle down and 
improve yourself. 

1. Do you do something about getting ahead on your 

job? 
2. Can you name at least two people who would go out 
of their way to help you? 


3. Have you made a new friend within the last three 
months? 

4. When you entertain, do several people invariably 
fail to show up? 

5. Are you considered a good credit risk- in your com- 
munity? 

6. Are you presently engaged in any civic activity? 

7. Are you informed on current events? 

8. Are you always on time for appointments, business 
meetings, dinner parties, etc.? 

9. Are you free from annoying mannerisms like hair- 
twisting, scratching, yawning? 

10. Can people confide in you? 

11. Do you try to force your ideas upon others, even 


though common sense fells you that the issues are not 
important? 

12. Do yau brood inwardly about some wrong (real or 
imaginary) that has occurred against your person? 


One of the easiest things to do is toe commence a mental 
dislike then think about it until it develops inta a fixation or 
obsession. Whenever you find yourself dwelling upon a per- 
sonal wrong, brush it immediately out of your mind. 

Get out, make another call, burst into a song, whistle... . 
do anything that will pull. your mind away from troubled 
thoughts. Soon you find that this practice becomes easier and 
easier. Soon, you'll find others accepting you more readily. 


Try some of this medicine, and see for yourself. 


| 


PERSON TO PERSON 





CLVVRAVAVVVAVVAVRVVURVVVVAseagrsVeVwVwssewVwwwgewwnv—wegwwgswesesewweae { / ’ Z yy, V0 Vr, £ . 


Realtors never die 
. they just go nuts and end up clip- 
ping poper dolis, states a quasi-serious 
note from Boultbee, Sweet & Co. Ltd., 
Vancouver Realtors. !It seems a letter of 
query received by that firm had the 
entire 75-man staff on their ears. The 
letter read ‘’My client is interested in a 
large home, converted to apartments, in 
the Chanache or Karrezal district near 
Dunbar Heights.’’ 

‘Salesman, Herb Ramsden, the reci 
pient of this missive finally had a stroke 
of sheer brilliance. He determined thot 
the writer meant ‘‘Shoughnessy or Kerri- 
dale districts 

Our note concludes with this request 
“Pass the scissors Uncle’ 


Simcoe bulletin 
. we are impressed with the newsy, 
mimeographed bulletin put out by the 
Simcoe and District Board. It is edited 
by Mike Sokyrka and is sent to some 16 
Realtors and 13 salesmen members. 
It proves that good member liaison 
can be obtained via this low cost 
medium 


tragic barter 
; Mrs. Ado Cummings, mother of 
eight and wife of an unemployed Eng- 
lish labourer, gave her youngest child 
away in exchange for a house. The 
Newcastle couple, hitherto living in a 
one-roomed flat felt that the older seven 
children would live better in a large 
home; the youngest, let out for adop- 
tion, would also have a better future 
Kids have the remarkable facility of 
being happy even when living in squalid 
conditions. We hope that no other fami- 
lies in our western world, have to resort 
to trading their children for a home. 





Cx. > 






$5.60 to 
Realtors only 


write: C.A.R.E.B. 


109 Merton St. 
Toronto 7, Ont 





26 


CAREB plug 


a 2 col. by 85 line Ad is scheduled 
to plug Realtors during 1960. The lay- 
out, for Bell Telephone, promoting their 
yellow pages, will be inserted in Ontario 
Dailies several times this year. 


Spitzer & Mills Ltd., the Advertising 
Agency handling the account, has also 
scheduled insertions in French for Que- 
bec Dailies. Lay-out themes on ‘’Biggest 
Real Estate Deal Hudson’s Bay 
Company” and closes with a blurb on 
Scholarships offered by Canadian Reol- 
tors 


student eviction 

city zoning regulations in West 

Point Grey, Vancouver, will force over 

1,000 B.C. University students to evacu- 

ate thot area. Notices, expected to be 

served ony time now, have a 30-day 

time limit which, if enforced, will see the 

students moving during term examina- 
tions 


weather forecast 
. as of this date (February 10th) the 
long range weather forecast offers hope 
of an above-average warm weather cycle 
lasting 30 days for all of Canada. By 
the time this appears in print, the per- 
iod will have run its course. It will be 
interesting to see whether the mild 
weather has increased house sales be- 
yond the norm 


off-shoot envolvement 
a British Engineer and a Victoria 
Real Estate Man (says the Victoria 
Colonist) have pooled brains and re- 
sources to negotiate a $1 million con- 
tract to dispose of nuclear waste prod- 
ucts. The pair have come up with 
storage tanks of high-density, high- 
longevity materials that will contain the 
dangerous radiation for 900 years. 
Sphere-like containers to be sunk into 
deep sea pockets. John Blair is the real 
estate agent. . . 


new posts 
. while J. O. Hodgkins, vice-president 
of Shortill & Hodgkins Ltd., Toronto 
Realtors, was in Washington being in- 
stalled as Canadian Vice-President of 
the Society of Industrial Realtors — 
G. |. M. Young, Appraisal Manager of 
the same firm, was named as official 
examiner for the American Institute of 
Real Estate Appraisers. John P. Roberts 
of Vancouver is the other Canadian 
holding this post. Mr. Roberts heads 
the firm of H. A. Roberts Ltd. 


CALENDAR 


MARCH 20th to 22nd 


Appraisal Institute of Canada 
Homilton, Ont. 


JUNE 3rd & 4th 


B.C. Assn. R.E. Boards 
Penticton, B.C. 





CODE IN THE BLITHER 


A captain had his ship doing mo: 
zig zag patterns throughout the fic 
during high-speed manoeuvres. On t: 
bridge beside him stood a civilian VI> 
The captain, delighted to show his s 
manship, was really putting his sh 
through its paces when a sailor o 
proached him with a message from ?: 
Admiral. The Captain said ‘Well, we 
Open it and read it aloud, sailor.” 


The sailor read “‘Of all the blither 
idiots, you take the cake. 
rammed my ship!”’ 


You alm 


The captain pursed his lips, glanc 
sideways at the Very Important Pers 
age and snapped ‘’Very well sailor; ho. 
that message decoded at once!” 





EVERYBODY 
reads the 


Spectator 


There are more Spectators svld 
in Hamilton DAILY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


THE HAMILTON SPECTATOR 
Est. 1846 Hamilton, Ontario 
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General 
Keak Ectate 


@ BARRIE, ONT. . 
Rogers and Connell 
One Dunlop East (PA 8-5568) 


@ BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 


@ CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Seventh Ave. W. 
Cote & Hunt Ltd., 

41 Hollinsworth Bldg. 


@ EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
10517 Jasper Avenue. 
Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


@ FORT WILLIAM, ONT. 
Willport Realty Limited, 
Fort William - Port Arthur. 


@ NANAIMO, B.C. 

December Roses on the Blue Pacific 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


@ NIAGARA FALLS, ONT. 
David D. McMillan, Limited, 
1916 Main Street. 


@ OSHAWA, ONT. 
Lucas Peacock, Realtor, 
556 Simcoe St. N. 


@ OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd. 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 
P. Hubert McKeown, 
McKeown Realties Ltd., 
169 Somerset St. W. (CE. 2-4806). 


@ PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


@ QUEBEC, QUE. 
Ross Brothers & Company Limited, 
P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 


@ RED DEER, ALTA. 
Botterill McKee Cunningham Ltd. 
5002 Ross Street. 
Phone 2619 


@ SUMMERSIDE, P.E.I. 
Prince County Realties Ltd., 
Box 4, Summerside, 


@ VERNON, B.C. 
Mercier & Neil Realty Ltd., 
3302 Barnard Ave., 
LInden 2-4007. 


@ WINDSOR, ONT. 
Alex E. Hoffman, 
930 University St. West. 
U. G. Reume Ltd., 
802 Canada Trust Bldg. 
176 University St. West, 


Property 
WManagement 
® HALIFAX, NS. 


Roy Limited, 
Roy Building. 


REAL ESTATE 
DIRECTORY 


| 








@ VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


Judustrial 
Sites & Propertics 


@ CALGARY, ALTA. 
Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


@ FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 


@ HALIFAX, NS. 
Roy Limited, 
Roy Building. 


@ REGINA, SASK. 
W. Clarence Mahon, 
350 Western Trust Bldg. 


@ WINDSOR, ONT. 
Alex E. Hoffman, 
930 University St. West. 


@ EDMONTON, ALTA. 
Melton Real Estate, 
10154 - 103rd ‘Street, Phone 47221. 
Weber Bros. Agencies Ltd., 
10013 -101A Ave. 


Ideal Store Locations 


© aT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 


For +thpracsals 


@ CALGARY, ALTA. 
Ivan C. Robison & Company, 
703-5 Street West, 
Phone AMherst 6- 3475. 


@ EDMONTON, ALTA. 
Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 


@ HAMILTON, ONT. 
Spenceley Realty Ltd. JA. 8-7031 
SRA. ey, M.A.L, A.A.C.L., 
S.R.A., F.R.I. 


s ements ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6- 7101. 


@ ST. CATHARINES, ONT. 
Andy Hawreliak, Realtor, 
Dominion Building, MUtual 4-2324. 


@ TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 


@ WINDSOR, ONT. 
I. W. Thrasher Real Estate, 
1596 Ouellette Ave., 

Phone CL, 6-2335. 





3 lines — 12 issues 


TOP FLIGHT REAL 
ESTATE CONNECTIONS 
FROM COAST - TO - COAST 


| 
| 
| 


@ General Real Estate 


industrial sites 
and properties 


ideal store locations 
rural holdings 
appraisals 

property management 





Rates for Advertising 
in the Real Estate 
Directory: 


3 lines — 6 issues 


Additional lines $1.00 per issue. 
No charge for city and province lines. 


PROFESSIONAL 


LISTINGS 





Rates for Professional Listings 
ONE INCH SIZE 


For six insertions .......... ade tance aets ; 
For twelve insertions 


FOR THE BEST INFORMATION | 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
developments. 
Write, wire or phon 
BOULTBEE SWEET & CO. LTD 
555 Howe St., Vancouver, B.C. MU. 1-7221 





WE SELL WINDSOR 
specializing in 
Appraisals, Sales, Industrial 


We like to co-operate — Call 
I. W. THRASHER 


1596 Ouellette CL. 6-2335 





WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Insfitute R.E.A. and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 


Head Office, Edmonton, 
10154 - 103 St., Phone GA 4-7221 
Calgary, 534 - 8th Avenue West, 

Phone AMherst 6-8671 

Vancouver, 2396 E. Broadway, 
Phone HAstings 9410 
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SOLD! —_ 
BECAUSE YOU HAD THE FEATURES 
TO CLOSE THE SALE! Many factors influence 


the sale of a home. Location, appearance and layout are 

_ obviously of major importance. But one thing is certain. You 

" iss are automatically in a stronger position to close the sale of a 

home when it features American- Standard coloured bathroom furnishings and dependable 
American-Standard heating. Before they ever see the home, heavy national advertising has 
pre-sold your prospects on furnishing their bathrooms with trend-setting American-Standard. 
Small wonder American-Standard bathroom furnishings in the home can help you close yet 
another successful sale. Write for information on the American-Standard Home Merchandising 
kit. American-Standard Products (Canada) Limited, 1201 Dupont Street, Toronto 4, Ontario. 


first and finest — the world over 


Amenrican-Standard 
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